
































































































































































益」 (interests)の三つの種類を挙げる。これらは、対立する利益 (theopposed interests)、





を「利益の三つの相」 (threeaspects of interests) として理解し、利害状況の主観的判断を
表す用語とすることである。他方、利害状況の実際の「利得構造」の性格を、「利害状況の三つ


















































































































＊（図ー 1、図ー 2、図ー 3の出所：佐久間賢「国際ビジネスと交渉力』、 p.124,p.125, p.127.) 
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The Three Aspects of the Interested Situation 
and their Visual Representation 
—Zero-sum, Plus-sum, and "Difference-sum"― 
NAKANorio 
Although visual representation of the interested situation is as important as its 
theoretical understanding, litle attention has been paid to that issue by researchers. Also, 
in the application of some ideas from game theory to negotiation and conflict resolution 
studies, with the exception of such concepts as "zero-sum," "non-zero-sum," and "plus-sum," 
the possibility of other concepts has not been explored. 
This article attempt to make new contributions regarding these issues, First, the concept 
of "resource complex" is introduced. Second, the three aspects of interests (the opposed 
interests, the shared interests, and "the different but complementary" interests) and three 
aspects of interested situation (zero-sum, plus-sum, and "difference-sum" or difference 
aggregate) are discussed. Third, after reviewing some previous examples, visual 
representation of those aspects of interested situation is made. Finally, with those concepts 
and figures in place, the Middle East peace negotiation process between Israel and 
Palestinians is examined. 
The suggested new concepts and their visual representation will help not only students 
but also the parties in actual conflict to understand the different aspects of interests and 
the interested situation, thereby allowing them to have a better chance of resolving their 
conflict. 
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